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Beginning -in the October issue, 
A New Merchandising Supplement will 
Feature have a new department edited by 

Truman E. Hienton, Associate 
in Agricultural Engineering at Purdue Uni- 
versity. This feature might well be termed a 
Rural Electric Salesman’s Forum. 


One particular phase of rural electrification 
will be treated each month—in October it will 
be Feed Grinding. Each article will be an 
accurate and comprehensive summary of avail- 
able data and proven practices, indispensable 
information for all sales and service represen- 
tatives who are contacting the rural trade. 

Mr. Hienton is one of the foremost authori- 
ties in the field of rural electrification, having 
had wide experience both in rural electrification 


project work and farm electric service research 
work. 
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Rural Merchandising 


Methods 


of the Nebraska Power Co. 


“Guarantee of Revenue” System 
Most Effective Method; 
Experiences in Selling 
Equipment 


By G. A. 


T IS obvious that the paramount 
problem in farm electrification 
is that of inducing the farm 

customer to make broad use of the 
kilowatt hours available to him in 
order to obtain a service commen- 
surate with the cost and in order 
that the Power Company may se- 
cure sufficient revenue to make this 
service stand on its own feet. 

Experience has proven that with 

the equipment available today and a 
reasonable farm rate, as most of 
the companies now have, the farm- 
er that uses service broadly is well 
satisfied. Equipment such as elec- 
tric refrigerators, ranges, water 
heaters, washing machines, vacuum 
cleaners, battery chargers, pumping 
systems, milking machines, grind- 
ers, electric breeders, etc., is ad- 
mirably fitted for utilization on the 
farm. 


The Question 


The question then is, how to in- 
duce the farmer to use this equip- 
ment. 

We have tried out several meth- 
ods, some of which we have re- 
tained and others of which we have 
abandoned. We are convinced that 
one of the most promising methods 
of attaining this objective is what 
we call our “guarantee of revenue” 
system. 

Before a farm line is built we 
ask the farmer to sign a contract, 
agreeing to guarantee us a revenue 


*The author presented this paper be- 
fore the commercial section, Mid-West 
Division N. E. L. A. 
Moines, Ta., April 24, 


Convention, Des 
1930. 


W ALKER* 


(where the investment per custom- 
er exceeds $350) of 20 per cent 
of the investment per year. With 
the conditions with which we are 
confronted in our territory, it ap- 
pears that we cannot hope to se- 
cure an average of over 2 1-2 to 
3 farm customers per mile of line, 
which means an average investment 
of $600 or more per farm custom- 
er and a guaranteed revenue of 
$120 or more per year. 


Pioneer Work Required 


Admittedly it takes some pion- 
eering to sell the farmers on the 
$10 to $15 per month value of 
electric service, but we have now 
had sufficient experience to feel 
quite sanguine as to the ultimate 
outcome. Most of our new farm 
customers are guarantee custom- 
ers and guarantee generally ranges 
from $120 to $130 per year. Last 
year we connected over 100 guar- 
antee customers to our lines and 
this year we expect to connect 200 
or more. 

Under our farm rate, the farm- 
er receives 140 kilowatt hours for 
$10 and nearly 300 kilowatt hours 
for $15. Naturally he does not 
like to pay for current that he 
does not use; and there is a defi- 
nite natural tendency to equip 
himself so as to use this current. 

Logically, then, our farm men 
spend a considerable amount of 
time in selling prospective farm 
customers on the idea that electric 
service is worth from $10 to $15 
per month. In working up pro- 
posed lines, the friendship and con- 
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fdence of the prospective custom- 
ers are developed and by the time 
the signature is secured on the con- 
tract and the line is constructed, 
the farmer is generally ready to 
purchase one or more major items 
of equipment and these are fol- 
lowed rapidly by others. 

The guarantee of revenue sys- 
tem does not, of course, take care 
of the non-guarantee customers; 
although in localities where guar- 
antee lines have been built, we 
have noted considerable influence 
on non-guarantee customers. Once 
you get a farmer well equipped, 
he is nearly always an ardent 
booster of the service and his 
neighbors and friends generally 
hear about it, all of which is help- 
ful in the long run. 

An analysis of our farm cus- 
tomers for the last year shows an 
average monthly consumption by 
guarantee customers of 125 kilo- 
watt hours and by non-guarantee 
customers of 70 kilowatt hours. 
Further, the average consumption 
per nonguarantee customer for the 
first year of service is only 45 
kilowatt hours per month as 
against 108 kilowatt hours for the 
guarantee customer. These figures 
reflect very decisively the de- 
sirability of the guarantee cus- 


tomer. The amount of merchan- 
dise sold to the farm customer 
bears a distinct relation to the 


amount of kilowatt hours that he 
uses. 

Last year we sold approximately 
an average of $60 worth of mer- 
chandise to our farm customers. 
We do not have a definite division 
as to the amount sold non-guaran- 
tee customers as against guarantce 
customers, but it is approximately 

to 2: and the influence of the 
guarantee system on the non-guar- 
antee customer is apparent in the 
localities where guarantee lines 
have been constructed. 


Merchandising Methods 


We have tried several schemes 
for selling merchandise fo farm 
customers and have made many 
changes and no doubt will make 
manv more in the future. We have 
tried to merchandise our farmers 
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exclusively with specially trained 
farm men; and we have tried mer- 
chandising them through our regu- 
lar organization, that is, by our 
regular salesmen, local managers, 
etc. Our present set-up is more 
or less a combination of the two. 

As indicated, our specially 
trained farm men devote the major 
part of their time to developing 
guarantee farm lines. The results 
obtained in having farm men mer- 
chandise farms exclusively did not 
justify the expense. While solicit- 
ing new farm lines, during the pe- 
riod of construction and in some 
instances a short time afterwards, 
these men are making every effort 
to sell merchandise, but after the 
lines are built and in operation the 
farm man turns over all prospects 
to the local manager or to other 
salesmen in our regular commer- 
cial organization to follow up. 
Thereafter we depend entirely on 
the local manager or regular sales 
force to sell merchandise, except 
in special cases such as grinder 
prospects or others involving spe- 
cial knowledge or training. 


Stimulate Purchases 


We utilize every practical ef- 
fective means of stimulating the 
purchase of electrical equipment by 
the farmers. 

For instance, during the month 
of April we have campaigned the 
electric brooder and by the end 
of the month will have put out 
something over 100 brooders on 
approximately 300 farms. To 
stimulate this campaign, we made 
introductory references to the de- 
sirability of electric brooders in 
letters sent out in previous months. 
We ran_a special advertisement on 
the back cover of Electricity on 
the Farm and early this month we 
sent out to each customer a special 
brooder letter, with an enclosed 
pamphlet of testimonials by last 
year’s users and a brooder cir- 
cular. Our locai managers, mer- 
chandise salesmen and farm men 
have followed the matter aggres- 
sively. Many of the brooders were 
put out on trial and in almost 
every instance they were purchased. 
We have demonstrated the brood- 
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ers at every opportunity and we 
have followed up to see that they 
were operated intelligently. Al- 
most every purchaser became an 
ardent booster for electric brood- 
ing and many brooders have been 
sold to neighbors and friends of 
the satisfied user. 

We aim to concentrate on one 
particular item each month. Next 
month we will sell electric water 
heaters and have had built by the 
Crystal Refrigerator Company of 
Fremont for this purpose a 15- 
gallon one-kilowatt heater equipped 
with a Westinghouse ‘“Clix-on” 
temperature regulator. The water 
heater is finished in an attractive 
gray lacquer. It is portable; not 
being intended to be connected to 
plumbing. The supply of water is 
poured in at the top and the hot 
water is drained out through a 
faucet. These heaters will sell for 
$49.50 installed, and we anticipate 
considerable interest in them judg- 
ing from preliminary contacts. 

Another month we will sell re- 
frigerators. We will feature a 
special farm refrigerator made up 
with the requirements of the farm- 


er especially in view. Another 
month we will campaign electric 
cooking; another month electric 


grinding, etc. 
Demonstrations Effective 


In addition to sending out special 
letters, manufacturers circulars and 
advertising on the back cover of 

“Electricity on the Farm,’ we do 
a considerable amount of demon- 
strating. Demonstrations prove ef- 
fective in arousing the interest of 
neighborhoods. We have cocking 
demonstrations, grinding demon- 
strations, brooder demonstrations, 
etc., to which all customers in the 
particular community involved are 
invited. 

“Electricity on the Farm’ is not 
one of the least important means 
used in stimulating the interest of 
farmers in electrical equipment. 
We distribute it each month to 
each one of our farm customers 
and also to a list of prospective 
customers. From what checking 
up we have done, we are convinced 
that this magazine is read by our 
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customers and is very effective in 
helping to sell merchandise. 

We have a farm exhibit at each 
one of our County Fairs with men 
in attendance who are well versed 
in the needs of the farmers. During 
the Fair exhibits, different equip- 
ment is demonstrated, pamphlets 
are given out and every effort is 
made to stimulaté interest in farm 
electrification. 

We maintain contact with the 
county agents in the counties in 
which we operate, and in almost 
every instance this contact has 
been very pleasant, as well as 
profitable. Our aims in farm elec- 
trification parallel very closely the 
objectives of the county agents. 

Recently we entertained by a trip 
through our power plant and lun- 
cheon at noon 125 farmers and 
their wives who were making a 
tour of various industries in the 
county under the auspices of the 
county agent. The reaction was 
quite favorable. We are arranging 
to do the same thing with Four- 
R Clubs in some of the counties 
in which we operate. 

Not long ago, we initiated what 
we call “farm tours” from terri- 
tories where we are _ projecting 
lines. We invite the farmers to 
make a tour with us. We start 
out early in the morning and visit 
various farms where electricity is 
broadly used. The owners of the 
farms visited are of course proud 
of their equipment and they are 
invariably ardent boosters of elec- 
tric service. We arrange a lun- 
cheon at noon and dinner in the 
evening, generally winding up the 
day by an inspection tour of our 
power station. These trips have 
been very effective in stimulating 
interest in a broad use of electric- 
ity on the farm. 


The Discount Method 


Another method that has_ been 
used in several instances is the of- 
fering of a 10 per cent discount on 
all merchandise sold when the 
farmer purchases such equipment 
as will qualify him on an “electri- 
fied farm” basis. The electrified 
farm equipment comprises several 
of the major appliances and_ in- 
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cludes the electric range, electric 
water heater, electric refrigerator, 
eletric water system, portable mo- 
tor, grinder, brooder and where 
milking is done, the milking ma- 
chine. We have approximately 15 
of these electrified farms on our 
lines scattered throughout the ter- 
ritory. An effort has been made to 
locate one within a reasonable dis- 
tance of each part of our territory. 

We co-operate in every practical 
way W ith dealers and manufactur- 
ers’ representatives who are mak- 
ing sales efforts in our territory. 

We cooperate with the agricul- 
tural departments of the universi- 
ties and utilize their findings in 
many instances to advantage. 

In one of our counties the Ex- 
tension Agent recently had a series 
of Extension Meetings. Farmers 
of the county were divided into 
groups and each group met once a 
month for a series of months. We 
prepared a number of slides featur- 
ing electric equipment for farm 
usage and one of these slides was 
shown at each of the meetings. One 
hundred showings were made for 
a cost of $25. 

We have found it well worth 
while to be liberal in putting equip- 
ment out on trial, as in nearly all 
instances, a sale is made. 


Time Payment Plan 


Also we have found it beneficial 
to make such terms as meet the 
convenience of the purchaser in the 
sale of equipment when the credit 
is good. Farm revenue does not, 
of course, come in monthly. Fre- 
quently it is inconvenient for the 
customer to pay until he has sold 
his corn, small grain, or hogs. In 
such instances we take note leases 
for such time as is desired, charg- 
ing the farmer 6 per cent on de- 
ferred payments. 

We have periodical meetings of 
our farm men and the others of 
our organization who sell to our 
farm customers, when different 
equipment and policies are dis- 
cussed and where experiences are 
exchanged. We find these meet- 
ings quite beneficial, as when one 
man has been particularly success- 
ful in selling a certain type of 


THE FARM > s 


equipment, these meetings are a 
medium through which his enthu- 
siasm is spread to others in the 
organization. These meetings also 
help to stimulate a sense of friend- 
ly rivalry between the different 
individuals and districts. 
Equipment on Display 

We, of course, try to have on 
display at our various stores the 
ordinary types of farm equipment 
and appliances. In this way it is 
easier for the farmer to select 
such types of equipment as best 
suit his needs. 

Some time ago we adopted tie 
policy of making periodical calls 
on our farm customers, but an 
analysis of the results obtained 
failed to justify the expense of 
making the calls. Many of the 
“non-guarantee” customers that 
have been on our lines for some 
time are very difficult to build up. 
We undertook this by systematic 
calls as above indicated. We have 
come to the conclusion that build- 
ing up these customers is going to 
be a long, slow job and that it will 
have to be done by “Electricity on 
the Farm,” monthly letters, demon- 
strations, publicity, etc., rather 
than through the direct call sys- 
tem. This type of farmer seems 
to feel that $5 or $6 a month is all 
that he can afford to pay for elec- 
tric service and it is a difficult job 
indeed to convince him otherwise 
within a reasonable cost. 

Our experience in this respect 
has helped to convince us that the 
“guaranteed revenue” method of 
connecting farm customers is the 
proper method to utilize in solv- 
ing the farm electrification prob- 
lem in our territory. It gives us a 
basis that we can satisfactorily and 
successfully build on with the re- 
sult that the farmer is well satis- 
fied with the service he receives 
and its cost and that the company 
can put the lines on a self sus- 
taining basis which, of course, 
must be done if the farm electri- 
fication problem is to be properly 


solved. We feel that on this basis 
it is just a question of a few 
years until practically every farm 


within a reasonable reach of our 
lines will be connected. 








S 6 MERCHANDISING SUPPLEMENT 


September, 1930 


What Electrical Equipment 
Is the Farmer Buying? 


By R. 


ECENTLY Mr. R. R. 1 
assigned to farm electrifica- 
tion work in one of our districts, 
made a survey in a truck farming 
area of 302 farmers to find out ex- 
actly what progress the farmers 
were making in the application of 
electrical equipment. He not only 
found out what equipment they 
were buying, but also what equip- 
ment they would like to buy. The 
farmers were well pleased with 
what they had. ; 
The list of equipment is as fol- 
lows: 
Percent- 
age 
Flat irons 2 90% 
Washing machines 194 64 
Electric Water 
Systems, Pumps, 


Pump Jacks ... 152 50 
RST 136 45 
Vacuum cleaners .. 51 17 
ra eee 36 12 
0 reer rs 28 9.3 
Refrigerators .... 19 6.2 
Table stoves ..... 15 5 


Milking machines, 


ee 12 4 
Waffle irons ..... 6 2 
5 h. p. motors ... 10 3.5 
See 6 2 
Sewing machines 5 2 
Curling irons 3 1 
Space heaters 3 1 
Percolators ...... 2 BS 
TROUORTOTS .. neces 2 7 
Heating pads 2 My 
eee 1 3 
Water heaters 1 3 


When asked the question as to 
what they were going to buy next, 
the answer was unanimous—“Elec- 
tric Refrigerator”; next—‘Electric 
Range.” Facts such as presented 
above enable the sales and develop- 
ment departments of the utility 
companies to spend their time 
working with the farmers who as 
yet have made very little use of the 
electricity they have available on 
their premises. Without knowing 
those facts, men like Mr. Smith 
* Agricultural Engineer. 
Company of Northern Illinois, 


Public Service 
Chicago. 





Smith, 


Boon stRA* 


must necessarily waste a great deal 
of their time and costly transport- 
ation following sales and advertis- 
ing campaigns on equipment which 
is already used by the largest per- 
centage of farmers. For example— 
the flat iron—where formerly Mr, 
Smith was told in advance by the 
general office as to what appli- 
ances the sales campaigns were to 
feature, he now himself, through 
his knowledge of facts in the field, 
makes suggestions to the advertis- 
ing and sales department of the 
General Office as to the kind and 
type of help which he would like 
to sell this electric equipment to 
the farmer. 


Selling Methods Improved 


By our continuously improving 
upon methods of selling, the farmer 
will as a result be able to buy bet- 
ter electrical equipment at cheaper 
prices because of the decrease in 
the cost of selling through making 
better use of time and advertising 
material on the part of the utility 
company. 





Farm Wiring Plan 


This wiring plan is made for the farmer in 
order that he may have a definite record of the 
clectric wiring done on his farm. By this plan 
he is able to solicit bids from wiring contractors 
who will agree to do the wiring as specified 
in the plan for a certain amount of money. 


This wiring plan also makes it possible for 
the Company to properly advise the farmer 
whenever it becomes necessary to increase the 
capacity of his wiring 

This plan is made in duplicate — so that one 
copy can be retained by the farmer for his 
own use and the other can be retained in the 
Company's farm clectrification files. 


PusBiic SERvICE COMPANY 
OF NORTHERN ILLINOIS 











Reverse Side of Wiring Plan 
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Wiring Plan on Farm of 
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Electricity is the only hired help which 
asks you for more work and less pay 
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2. Power Switch Amp. _9. Wire in Service Pipe No 
3. Cooking Switch Amp. 10. Lighting Wire Size 

4. Light Wires between Home and Barn No__ _Sire. 
5. Power Wires between Home and Barn No_ Sue. 
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Illinois 


Farm Wiring Plan of the Public Service Company of Northern 


The illustrations shown above are those contained in the wiring plan employed by 
the Public Service Company of Northern Illinois. 
enables power company salesmen serving a specified district to know just what 
equipment Mr. Farmer is apt to be next in line to purchase. 
through illustrations to further the use of electricity and will give the electrical 
contractor just the data he wishes should further extension of the original wiring 
system be desired. 


The data recorded thereon 


It is also designed 








$8 MERCHANDISING SUPPLEMENT 


Mr. Smith is quite often called 
upon to make installatiogs such as 
the replacing of a gasoline engine 
with a 1-HP. motor, as shown in 
Figure 1, which pumps the water 
by means of an ordinary pump jack 
to a 1,000-gallon storage tank in 
the farm home; to run silo filling 
demonstrations, as shown in Fig. 
2, to prove to the farmers that the 
5-HP. motor can do the work of a 
gasoline tractor. Figure 3 shows a 
vacuum cleaner in operation on a 
small dairy farm. A _ short time 
ago vacuum cleaning of cattle was 
laughed at by nearly every dairy 
farmer. It seems that the idea of 
its being practical, even in small 
herds, is now rapidly spreading 
throughout the cone 


New Pump Announced 


The Luitwieler Pumping E ngine 
Company of Rochester, N. = 
has announced the introduction of 
a new electrically driven pump for 
rural use. It has a capacity up to 
1,500 gallons per hour, for a depth 
up to 300 feet. It is built with 
all enclosed chain drive, direct, 
connected, electric drive. The 
illustration herewith shows the 
complete unit. 








The New Luitwieler Pump unit 
for Rural Service 
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A. S. A. E. Rural Electric 
Division Committees 
Announced 
J. E. Waggoner, of the Delco- 
Light Company of Rochester, N. 
Y., who is Chairman of the Rural 
Electric Division of the Amer- 
ican Society of Agricultural En- 
gineers, has just announced the 
following list of committees of 
the Division which have been for- 
mally appointed and will function 
during the Society year, 1930- 
1931: Committee on E lectric Mo- 
tors—F. L. Zink, chairman; G. 
A. Rietz, Ralph Prater, W. D. 

Hemker. 

Committee on Line Construction 
Wiring and Equipment Installa- 
tion: Richard Boonstra, chair- 
man; J. F. McCarthy, E. R. 
Meacham, Douglas Dow. 


Committee on Refrigeration 
Equipment: W. ¢ Ackerman, 
chairman; R. R. Parks, T. E. 


Hienton, R. E. 
Montfort. 

Committee on Household Equip- 
ment: Miriam Rapp, chairman; 
Eloise Davison, E. W. Lehmann, 
M. P. Brunig, Greta Gray. 

George Kable, of the National 
Project in Maryland, is vice-chair- 
man of the Rural Electric Divis- 
ion of the Society. 


Hayman, P. T. 





Electric Helpers for the 


Farm 

Under the above title the Gen- 
eral Electric Company of Sche- 
nectady, N. Y., have issued a 
twenty-page booklet. In the 
introduction the following state- 
ment is made: 

“Already, more than 220 differ- 
ent uses of electricity on the 
farm have been counted. . It is 
not the purpose of this booklet 
to list equipment for all of these 
uses. In many instances, elec- 
tricity plays only a part, al- 
though a large part, sharing with 
existing farm equipment the task 
of lightening chores, conserving 
time, or saving money. This is 
particularly true of those jobs 
where a motor has_ supplanted 
hand power asthe driving 
force.” 

Included in the electrical equip- 
ment described are the following: 
wiring Systems, refrigerators, 
water heaters, household appli- 
ances, window ventilating and 
other fans, motors, milk coolers, 
soldering irons, ultra-violet light, 
ete. 
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3000 Farmers Are Guests 
of Detroit Edison Co. 


Attend Picnic at Albert Miller 
Farm Near Monroe; Educa- 
tional and Recreational 
Program 


N ORE than 3,000 farmers at- 
l tended the Third Annual 
Picnic at the Albert Miller Farm, 
eight miles east of Monroe, given 
by the Detroit Edison Company 
on Aug. 6 The farmers started 
coming about 1 P. M., and from 
that time until 7 P. M. they were 
streaming in from all directions. It 
was necessary to have three state 
motorcycle officers on hand _ to 
handle the parking of cars along 
the roadway and in the barnyard. 

Most of the electrical appliances 
exhibited were loaned by different 
farmers and a few were home- 
made, among them a= drinking 
fountain warmer, an_ electric 
brooder, etc. Early in the after- 
noon Prof. H. J. Gallagher of 
Michigan State College and John 
Flessner of the Detroit Edison Co. 
gave demonstrations and _ short 
talks about the value of each piece 
of apparatus at which a large num- 
ber of farmers attended. While 
this was going on Miss Evelyn 
Turner of the Michigan State Col- 
lege talked to the ladies on cook- 
ing, washing and ironing in a 
large tent well provided with am- 
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A Multitude of Cars in the Miller 
Farm Parking Lot 


plifiers so that her talk could be 
heard all over the grounds. 

Michigan State College had two 
demonstration trucks. One truck 
contained a Myers water system, 
Perfection milking machine, and a 
few other farm devices of interest 
to the men, while the second truck 
was fitted up like a farm kitchen. 
A Frigidaire refrigerator, Electro- 
chef range, Ironrite ironer, Prima 
washing machine and an Eureka 
vacuum cleaner were the principal 
articles exhibited. 

The following articles were ex- 
hibited around the grounds. In the 
Michigan State College tent a ven- 
tilator, made by the American 
Blower Co. of Detroit, and another 
made by the Ilg Electric Ventilat- 
ing Co. of Chicago were on dis- 
play. An experimental seed corn 





Model Farm and Power Plant Exhibit at the Albert Miller Farm 
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Inspection of Farm Equipment by the Visitors 
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and fruit dryer was also exhibited 
in the tent, and the Detroit Edison 
Co. had a small model electrified 
farm, together with power house 
and high lines, etc., on exhibit in 
this same tent. Outside F. E. 
Myers & Bros. had a water system 
as well as a pump jack set up. 
Howell Motors had a 5-HP. port- 
able motor connected to a McCor- 
mick Deering silo filler. A port- 
able elevator manufactured by the 
Portable Elevator Manufacturing 
Co., Bloomington, Ill., was on dis- 
play. Ideal feed mill, Stover En- 
gne & Mig. Co., Freeport, IIl., 
Blue Ribbon Milker, a very old 
Burton Page milker loaned by one 
of the farmers, an old Prater mill, 
an old IXL corn sheller made by 
the International Harvester Co., a 
Rowell feed grinder, and a Hin- 
man milker. Many farmers seemed 
to be quite interested in the Kel- 
yvinator milk cooler in use perman- 
ently on the Albert Miller Farm. 


Entertainment for All 


Games and races, various con- 
tests, etc., were provided for the 
children and also the grown-ups. 

During the evening several ad- 
dreses were made in the big tent. 
A representtaive of the Michigan 
State College, Prof. Gallagher, the 
County Agent for that district, 
John Flessner, and Douglas Dow 
made short talks. Mr. Dow men- 
tioned that the first picnic at the 
Albert Miller Farm three years 
ago was attended by 200 farmers, 
the picnic last year by 600, and 





The Michigan State College Kitchen 
Trailer Was at the Miller Farm, Too 
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more than 3,000 attended this pic- 
nic. Mr. Dow also mentioned that 
fully 40 per cen tof the farms in 
the territory served by the Detroit 
Edison Co. were electrified. 





Trade Literature 


Pemco Duplex Electric Water 
Heaters: A bulletin issued by 
the Philadelphia Electrical & 
Mfg. Co., of Philadelphia, Pa., 
describing Pemco electric water 
heaters. This bulletin, which is 
known as No. 43, supersedes No. 
42, and shows new sizes which 
have been added to the com- 
pany’s line, as well as _ several 
new types of heaters. 


New Automatic Toaster: A 
four page bulletin issued by the 
Edison General Electric Appli- 
ance Co., Inc., of Chicago, IIL, 
describing the new Hotpoint 
automatic toaster, and the new 
automatic Hotpoint waffle iron. 


Convention Dates 


GREAT LAKES DIVISION, NA- 
TIONAL ELECTRIC LIGHT AS- 
SOCIATION, annual _ convention, 
French Lick, Ind., Sept. 25, 26, 27. 


NATIONAL ASSOCIATION OF 
FARM EQUIPMENT MANUFAC- 
TURERS, annual convention, Con- 
gress Hotel, Chicago, IIl., Oct. 8-10. 
; i 8 Sameit, Secretary, 608 S. Dear- 
born St., Chicago, III. 


NATIONAL DAIRY SHOW, annual 
convention, St. Louis, Mo., Oct. 11-19. 


RURAL BUSINESS COMMITTEE, 
Empire State Gas & Electric Asso- 
ciation, quarterly meeting, Rochester, 
N «» Get. 35. . B. Chapin, Sec., 
Grand Central Terminal Bldg., New 
York City. 


NORTHEASTERN SECTION, AM- 
ERICAN SOCIETY AGRICUL- 
TURAL ENGINEERS, Rochester, 
N. Y., Oct. 16, 17, 18. 


RURAL ELECTRIFICATION SHORT 
COURSE. Purdue University, La- 
fayette, Ind., Oct. 23, 24, 25. S 
Hienton, Director. 


YES, MY BOY 

City Boy (gazing at a_ windmill): 

“Gee, Uncle Tom, that’s some electric 

fan you've got out there cooling the 
cows.” 
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Rietz Promoted by General 
Electric. 

George Rietz, District Special- 
ist on Rural Electrification in the 
Chicago office of the General Elec- 
tric Co., has been transferred to 
headquarters of- 
fice and plac- 
ed in charge 
of G-E Rural 
Electri- 
fication ac- 
tivities. Mr. 
Rietz was 
born and 
raised in the 
rural sections 
of South Da- 
kota, spend- 
ing a great 
deal of his 
boyhood on 
farms in that 
section. He 
took the Smith- Hughes agricultur- 
al course in high school and was 
graduated in electrical engineer- 
ing from South Dakota State Col- 


the Sc henectady 





A. Rietz 


lege. During 1925 he was field 
engineer for the state of South 
Dakota on the South Dakota rural 
electrification project, and on the 
installation of equipment in the 
College farm buildings. 


In 1926 he went with the Gen- 
eral Electric Company as a grad- 
uate electrical engineer, and took 
tests and advanced engineering 
training. In 1927 he _ instructed 
the first course on rural electrifi- 
cation conducted by the General 
Electric Company. On March Ist, 
1928, he went to Chicago as a Dis- 


trict Specialist on Rural Electri- 
fication. From March, 1928, to 
July, 1930, he spent full time on 


electrification in sixteen of 
western states, being a 
farm representa- 


rural 
the middle 
General Electric 


tive, cooperating with the State 
project, colleges, central stations, 
farm machinery manufacturers, 


etc., on farm electrification prob- 
lems. On July Ist. 1930, he moved 
to the General office of the Gen- 
eral Electric Company at Schenec- 
tady, in charge of the Rural Elec- 
trification Section. The function 
of this section is te coordinate the 
General Electric Company’s activ- 
ities in Rural Electrification. 
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Combier Joins Electromaster 


Electromaster, 
Detroit, Mic higan, 


Incorporated, of 
manufacturers 


of the Electrochef cooking ma- 
chine, announced July Ist the 
association of Mr. Frederick P. 
Combier of New York City with 
their organization. He will as- 
sume the duties of Vice-Presgj- 
dent. 

For the past fifteen years yp, 


Combier has had executive expe- 
rience in charge of sales, manu- 
facturing, mere handising and 
advertising. His most recent 
connection was as “Assistant to 


the President” of divisions of 
Servel, Incorporated: “Electro- 
lux” Gas Refrige rator, Servel 
Electric Refrigerator, Hercules 
Truck Bodies and Hercules Gasgo- 
line Engines. 

Mr. Combier was with the Hot- 
point Electric Heating Company 
in the early days of that com- 


pany for six Years up to the 
formation of the Edison Electric 
Appliance Co. 


Laiz-Flat Electric Banding 


Flat Electric 
implies is a 


Banding as 
flat wire 


Laiz- 
the name 


that can be laid or fastened any- 
where—two wires enclosed in a 
leather-like covering of tannish 


Conduetors are 
inch apart 


approx- 
and the 


brown. 
imately % 








Showing Construction and Rela- 





tive Size of Laiz-Flat 
width over all is * inch. This 
banding is employed for use on 
wall or baseboard, as a ground 
or aerial, on radio in motor car; 
it has many other uses in the 
home, store, shop, office and fac- 
tory. The William Herst Com- 


Illinois, are 


pany of Chicago, 

making Laiz-Flat Electric Band- 
ing as a complete unit in four 
lengths, also merchandising it by 
the foot. The illustration here- 
with indicates the relative size 
as well as construction of Laiz- 
Flat. 


of ‘Pine Bluff, 
stand on_ his 
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| MULTIPLE CYLINDERS 
for Unequalled ¢& 2 


Smoothness 


Every Universal Electric Plant, 
whether it be one of the little 1% 
KW models or a husky 25 KVA 
job, is powered with either a four 
9 a six cylinder motor. That’s the 
first big step taken by Universal 
to assure smooth performance. 

And here are a few more of the 
guarantees of smoothness that you'll 
find on every Universal Electric 






oP e } -_ 4 4 re . : 
Plant: al revolving parts are plants are engineered to harmonize 
dynamically balanced; all recip- and function as units. 

rocating parts are weighed and Send for our new catalogue describing 
matched; all generators are wound the complete series cf Universal Marine 


te co-ordinate with engines; all and Standard Type Electric Plants. 


ELECTRIC PLANTS 


Flexifour Series: A. C.. 10 KVA, 60 cycle. 





a oc, tS. 2.3% & 8 — 

). is ’ wn single or three phase, 116 
= — = 110 and / + or 220 volt service 

220 volt service j j 

ss Six Series: 

A. C., 2 and 5 KVA D. C., 10, 15, and 20 


sizes, 60 cycle, single or CO, 3 ones ; i 
three phase, 110 or 220 por" 202 Harrison St. KW — 110 and 220 
volt service — Oshkosh, Wis. volt service. 

Super-Four Series: A. C., 15, 20, and 25 KVA sizes, 60 
D. C., 7% and 10 KW sizes, 110 or 220 cycle, three phase, 110, 220, or 440 volt 
service volt service 




















TRICITY ON THE FaRM is now 
available. Copies will be fur- 
nished to any interested upon 
request. 

And why not make it easy to find 
what you want by keeping each year’s 
issues together in a binder? We have 


Blue Ribbon 

Indexes for Electric Milker 
Volumes 
I and Il 


COMPLETE index of both 
Volumes I and II of ELEc- 





A Portable Milker Requir- 
ing No Installation 


a special one with the words ELEc- ‘ a 
genes . : The “Blue Ribbon’ is a self- 
TRICITY ON THE FARM printed in gold contained milker, requiring no 
ink on the cover. The cost is only pipe lines or extra equipment of 
$1.50. any kind. It operates direct 
, - from the light socket of either 
Please address your requests either for high line or farm light plant. A 
the free index or the binders to Book a eet ones, oat oe 
4 -_— - * » information w sen on re- 
eee pgs ee — quest. Write us today. 
E Farm, 2 est th St., New : . 

York City Electric Products Corporation 

. 7 Bluff Ave., La Grange, Ill. 
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Bob’s Page 
Devoted to Merchandising of Electrical 


Equipment in Rural Communities 
Conducted by Robt. J. Fulton 








Go After the Feed 
Grinding Business 


Many power companies are just 
waiting to work with you, Mr. 
Dealer, in your efforts to get more 


proven, money saving electrically 
operated equipment on their rural 
lines. 

A hammer mill or burr mill with 
a 3 or 5 h.p. motor builds a de- 
sirable everyday load on the line. 

Every livestock feeder knows 
that the way to make money is 
not to starve the animal but to see 
that the greatest possible returns 
are secured for every dollar ex- 
pended for feed. If he is a dairy- 
man he is interested in getting 
more milk per cow per bushel of 
feed; if he is a poultryman, what 
he is interested in is increasing 
the egg production of his flock; if 
he is feeding for the market, he 
wants more beef to “weigh in’; 
more pork per hog. He is inter- 
ested in a quicker and better finish 
of his animals for the market to 
beat the heavy shipping season and 
thus market his product at a more 
advantageous price. 

To get these profitable results 
feed must not only be fed plentiful- 
ly but economically. Nothing plays 
a more important part in the elim- 
ination of waste in feeding than 
the feed grinder. It doesn’t make 
any difference whether ten head of 
stock are fed or ten hundred; it 
pays handsomely to grind the feed 
before feeding. 

Feeding whole grain or rough- 
age is costly, even when feeds are 
cheap—hbecause it means that, out 
of every hundred bushels fed, 
twenty to twenty-five bushels are 
thrown away—an utter waste. In 
the case of small, hard grains, such 
as kaffir corn or milo maize, the 
percentage of waste will run even 
higher than this. Or if the animal 
has poor teeth or a sore mouth 


the costly waste of whole grain 
feeding is even more startling be- 
cause a greater percentage of the 
whole feed will pass through the 
tract undigested—a total loss of 
nourishment to the animal—a loss 
of grain to the farmer. 

Grinding will eliminate _ this 
waste because ground feed is more 
easily assimilated. Every bushel 
bed is a bushel of nourishment. 
Every bushel of nourishment 
means money, and when market 
conditions warrant it, grinding 
will make it possible to feed 
hard and more nutritious grains— 
wheat for  instance—instead of 
corn—and in this way the grower 
can dispose of his grain more 
profitably than it could be mar- 
keted through the elevator. 

Home grinding is profitable. It 
pays to grind both grains and 
roughages—ground feed “goes far- 
ther” than unground feed. Ground 
feed is more easily digested, hence 
saves the energy of animals which 
it costs feed to produce. It cuts 
the feeding costs sometimes as 
much as 20 per cent, which is 
equivalent to feeding every fifth 
animal FREE. It shortens the 
feeding period, hence lessens the 
labor cost in fitting stock for mar- 
ket and makes it possible to fit 
more lots per year for market. 
Frequent turnover is profitable on 
the farm as well as in the store. 
3y grinding everything that is used 
for feed, much waste is eliminated 
—more is realized from _ crops 
grown and the cost of feeding 1s 
greatly reduced. This is simply 
another way of saying that profits 
are increased from both. 

There is no longer any need for 
buying mixed feed at high prices. 
The Wisconsin Experiment Station 
has proved that the milk produc- 
tion of dairy cows on farms can 
be kept up by feeding only home- 
grown feeds. 
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of values in lower price range. 


own ground—offer more for the money 





on service calls. 
Cap. 250 gal. ae" A. 20 gal. galvan- 
ized tank . . . completely are 
ready to instail—all for only $80. 
The Monarch Engineering S~mnell 
Dayton, Ohio 











Are You getting your share 
from this boiling pot? 


VEN though more than 68,000 farms have been con- 
nected to electric power lines in the last six months, 
there are still plenty of live prospects for Home Light- 
ing Set service. The extension of Central Station lines 
serves only to make the millions of farmers who can't get 
high-line service more anxious for an electrically lighted 
home. 
Don’t overlook this receptive market. Your Power Company 
can tell you just where these likely customers can be 
located. 
If you're not equipped to sell home lighting sets, you're 
not equipped to sell complete electric service. You should 
be carrying a complete line, 


A. Engine Driven Sets 

B. Water Wheel Driven Sets 

C. Wind Mill Driven Sets 

D. Storage Batteries for Plants 


Identify by letter and use the coupon on the inside back 
cover to get further information on any of these items 








The new MON-O-SYSTEM sets new standard 
Your opportunity to meet competition on its 


Monarch standard of excellence in manu- 
facture maintained. Frofits not frittered away 
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VER 18,000 HOURS 


of Continuous ()peration- 


* ALES records are being broken by the 100 YEAR 
LAUNDRY QUEEN just as it broke all endurance 
records by running under full load day and night, without 
stopping, over 18,000 hours—a record equal to more than 
100 years of use in the average home. At this very low price 
it is one of the outstanding values of the day. No other 
washer with Lovell Wringer, Porcelain tub, 4-blade life-time 
submerged agitator, one piece channel steel frame, DIRECT 
DRIVE (that does away with all chains and belts), 1% h.p. 
Westinghouse motor, and Durex Oilless Bushings sells for so 
low a price. Because it is within the reach of the average 
person, it will bring you a mighty big volume of profitable 
washer sales. Write for special merchandising plan. Coupon 
attached for your convenience. 


aundry Queen 


GRINNELL WASHING MACHINE CORP., Dept. EFS, Grinnell, ltowa 
Gentlemen: Please send me your special merchandising plan on the 

100 YEAR LAUNDRY QUEEN Washer 

Name s 

Address 











